ID ARTICLE INDEX Jan-June, 1961 


IDEAS FOR MANAGEMENT 
ACQUIRE OR BE ACQUIRED 


White Sewing Machine executives say 
solidate for future well-being, or sell out. 


distributors should con- 


PROBING THE PROBLEM OF THE SPECIALIST 
Readers conclude the expense of specialist 
justified in small firms. 


salesmen is not 


CAN YOUR BUSINESS SURVIVE YOU? 
The survival purchase agreement is an effective way of insuring 
against posthumus litigation or liquidation 


LET’S LICK MULTIPLEITIS! 


Distributor cuts stock by cutting duplication 


WHEN A BUYER WANTS MORE CREDIT 
What can distributors do about the “‘borderline growth" 


who is excessively ambitious? 


customer 


HOW TO SPEED UP YOUR CORRESPONDENCE 


Out in Oshkosh they are abandoning stilted, flowery letters 


DO YOU KNOW YOUR E£0Q7 
Consultant George Wilkinson launches NIDA-SIDA seminars for 
distributors on scientific stock control and purchasing 


HAVE YOU THOUGHT ABOUT “MANAGEMENT SUCCESSION’’? 
a mythical supply company gives young, competent 
company 


Here is how 
management the chance to acquire stock in the 


GETTING ON THE SERVICE BANDWAGON 


4 distributor finds profit in offering a specialized sales service 


SALES IDi:AS 
WHAT TO DO ABOUT REQUESTS FOR FAVORS 


ID's case about the ‘“‘nuisance buyer’’ who wants nonstock items 
for his own use 


MODERATE TO EDUCATE 
Sales consultant Porter Henry presents first in a series of NIDA- 
SIDA seminars for distributor salesmen 


LEARN TO DRAMATIZE YOUR PRODUCTS 
A distributor salesman decides on product's 
sents impression of attribute 


attribute, then pre- 


A P.A. SPEAKS ON INDUSTRIAL SELLING 
Worcester purchasing agent says many distributor salesmen over 
look fundamentals of good selling. 


LEARN TO MAKE DECISIONS 
Saleamen readers discuss ID's problem case 
order?” 


Did you accept this 


HOW TO HOLD A “FACE TO FACE" SALES MEETING 
Cleveland sales manager adapted ‘‘conference booth" idea to the 
year-end sales meeting. 


THE ODDBALL ORDERS 
Problem How does the 
change an awkward purchasing practice? 


saleaman tell Purchasing Agent to 


WHAT TO DO ABOUT REQUESTS FOR FAVORS 
Replying to the January case, 
graft’’ to a nuisance buyer 


salesmen blast idea of ‘‘paying 


THE STRONG MAN BACK IN THE SHOP 
How can salesman Chuck Powell get by a cautious purchasing 
agent to prove a sales point to the tool room foreman’? 


EVALUATE THE PURCHASING AGENT 
A salesaman's guide to understanding the 
qualifications of the purchasing agent 


responsibilities and 


THE TOUGH, DISTANT PROSPECT 

A case problem concerning the dilemma this salesman faces 
when he tries to decide whether or not to call on a tough P.A 
in a distant city 


GENERAL 


A LOOK AT THE NEW LOOK 


ID adopts new design and organization for faster, easier reading 


GEORGE FIX: GLOBE TROTTING DISTRIBUTOR 
This Dallas distributor has carved out a second career as movie 
maker and travel lecturer 


STREAMLINING THE DIRECT SHIPMENT 
North Carolina distributor has eliminated direct shipment head- 
aches by using a practically foolproof six part form. 


YOUR CHALLENGES AND OPPORTUNITIES ; »e : 
A preview is presented of the 50th Anniversary issue of Indus- 
trial Distribution in May 


February 


February 


January 


February 


February 


February 


February 


NEW PRODUCTS IN THE FUTURE 

McGraw-Hill Department of Ecoonmics study oy long-range growth 
prospects shows that 50% of today’s products did not exist 
ten years ago. 


ULTRASONICS: NEW INDUSTRY, NEW FIELD 


ID explores the rapidly growing industry which is using ‘high “feo- 


queney sound for a host of industrial uses—welding, soldering, 
machining, alarm systems. Verdict: There is a new market op- 
portunity for distributors 


INDUSTRIAL DISTRIBUTION WINS JESSE H. NEAL AWARD 
Donald McGill, author of “Decisions, Decisions, Decisions’’ article 
(ID, June, 1960) aceepts prize for editorial achievement. 


CAPITAL SPENDING TO HIT NEAR RECORD. . 
Business plans for 1961 indicate a near-record investment in 
capital expenditures. 


PROMOTION 
ADVERTISING AND PROMOTION SURVEY 


A survey by ID of distributors’ advertising and sales promotion, 
showing most effective advertising methods and distributors 
opinions of manufacturers’ sales materials. 


PUBLIC RELATIONS AND DISTRIBUTORS 
It is time for distributors to reassess relationship with 

eir various “‘public 
PART 2: Distributors must present the convincing 
eosentiality to buyers ‘ ewes éennee . 


“image’™’ of 


TWO WAY COOPERATION ... THREE WAY BALANCE 
W. 8S. Nott co-ordinates advertising, sales promotion, sales man- 
agement, to pre-sell buyer. 


GEARED TO GREET THE BOOM. eo. ° ° 
A Florida supply house presents its ideas on advertising in a 
rapidly developing industrial community. 


MEETINGS 
LET'S GET DOWN TO BRASS TACKS. 


Central States Industrial Distributors Assoc. holds 28th annual 
convention in Chicago, discusses ‘‘creative distribution”’ 


DOWN AMONG THE SHELTERING PALMS 
Southern Industrial Distributors’ mid-year meeting in Palm Beach 
focused on “‘modern’’ management techniques. 


NEID EXECUTIVES HEAR FTC LEGAL CHIEF. 

New England Industrial Distributors gathered for fourth annual 
meeting, heard the advice of the Chief of the FTC's litigation 
bureau. 


SPOTLIGHT ON MARKETING ‘ 

Western States Industrial Distributors. conference in San Fran- 
cisco probed what's behind the ferment and changes in today's 
industrial supplies market. 


ATLANTIC CITY CONVENTION. 

Quality Noted in 1960 Advertising. . 

NATIONAL INDUSTRIAL DISTRIBUTORS ‘ASSOC LATION. 

SOUTHERN INDUSTRIAL DISTRIBUTORS ASSOCIATION 
AMERICAN SUPPLY AND MACHINERY MFRS. ASSOC 


ANNUAL SURVEY 
15TH ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 


1960 sales volume decreased by about 2% from 1959's level. 
Inventory, costs of goods sold and other factors remain virtually 
unchanged. 


SPECIAL REPORT 
DISTRIBUTION USA/CHALLENGES AND OPPORTUNITIES 


The early development and growth, current accomplishments and 
future prospects of industrial marketing are presented in this spe- 
cial 50 year report. 

THE M ARC H OF. DISTRIBUTION 

CREATIVE DISTRIBUTION 

NEW TRENDS—NEW HORIZONS 


EDITORIALS 


The Second Fifty 
Size No Excuse 
Distributive Virtues 
Improve On Chance. 
Like It That Way? 


January 


March 


February 


January 


May 79 


May 82 
May 88 
May 106 


INDUSTRIAL DISTRIBUTION 
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ID ARTICLE INDEX July to Dec., 1961 


IDEAS FOR MANAGEMENT 


WORK MEASUREMENT 
Management consultant, 
measurement program for 
costs 40%. 


engineered a work 
which slashed office 


Wilkinson, 
Supply 


George 
Knapp 


DON’T SCATTER YOUR SHOTS 


A good indicator of operating efficiency is the relationship be- 


tween your inventories, invoices billed, number of salesmen, num- 
ber of employees and your annual dollar sales. 


COST ANALYSIS IS SALES ANALYSIS Keaens itiere - 
Robert M. Fridrich says, “‘Here’s a tool which can help us get 
out of our doldrums as a poor profit earning group."’ 


DISTRIBUTORS MUST MAKE MONEY . 

Management consultant George D. Wilkinson tells distributors 
they must eliminate managerial shortcomings in order to turn a 
satisfactory profit 


ORGANIZE FROM THE BEGINNING . 

A Boston rubber specialist believes that management is made much 
simpler if you develop a set of objectives, followed by proper 
organization and controls. 


YOU NEED THE RIGHT PEOPLE. OMe de ée.c ce bs 
The importance of the right personnel is emphasized in this 
article which includes a complete sales’ manager's job description. 


SALES IDEAS 
SAVE YOUR SALESMEN’S TIME 


Monarch's call report procedure sets up inside ‘saleemen to antve 
customers’ problems, frees outside men to look for problems. 


WHEN SALESMEN TALK ABOUT SELLING. , 
Part 1: ID presents « transcript of an actual “conference” 
meeting at Warner Hardware; 
industrial supply selling.” 


topic—‘‘the nature and problems of 


THE STRONG MAN BACK IN THE SHOP. 


Salesmen readers offer their views on previous. cases. 


WHEN TECHNOLOGY THREATENS SALES aie re 
After giving advise on plant modernization, a salesman worries 
about competition. Should he try to get the order or sit tight? 


PLANNED SELLING OF NEW PRODUCT ; a" 
Robert H. Lang, Cleveland sales engineer, needed months of pre- 
liminary trials before he made the final sale of a new product. 


WHEN SALESMEN TALK ABOUT SELLING. . : . ‘ 
Part 2: This transcript of a Warner Hardware ‘‘conferetce™ 
meeting covers sale sproblems and specific applications. 


THE TOUGH BLUNT QUERY. , 
In this salesman’s case, the p. A.’ 
buy from you in preference to any 


question is, ‘““‘Why 
a the others?’’. 


AUTOMATIC PURCHASING SUCCEEDS 

Pacific Abrasive Supply Company sells industry on a new way 
to cut procurement costs with streamlined paperwork and drastic 
reductions in plant stocks and obsolescence risks. 


THE MISFIT P.A 
Can a salesman do anything about a good-natured buyer who 
is only an ‘“‘order-taker’’? 


KEYBOARD PURCHASING IN CALIFORNIA Te 
Ducommun Metals & Supply and Atomics International of Los 
Angeles develop one of the nation’s first successful installations 
for punched card buying over phone lines. 


A LESSON IN ADVERTISING : 
L. S. Houvengale, distributor sales 
shun ‘‘gimmicks’’ but sell the product. 


manager, plans ads 


THE UPSET P.A. & UNFILLED SHOES 
In this case, the salesman must convince a hostile P.A. 
he can do as good a job as the previous salesman. 


STOCKLESS PURCHASING AT AVISCO. fib te bb Raw Wace e 4 
wo years of stockless purchasing from industrial distributors 
have resulted in substantial savings for American Viscose. 


POT SHOOTERS FROM THE BIG CITY 
What can a small town distributor do 
“Big Town"’ ? 


when salesmen from 


move in on his territory? 


GENERAL 
FOREIGN TRADE AT THE GRASSROOTS 


Teams of U. 8. businessmen (including distributors) are , traveling 
as members of ‘‘trade missions’’ organized by the Department 
of Commerce to find trade opportunities abroad. 


PT DISTRIBUTORS VIEW MANUFACTURERS 

An ID survey of distributors handling mechanical power transmis- 
sion products reveals their opinions about manufacturer's activi- 
ties. 


MIDWEST MEETS EAST AFRICA 
Indianapolis distributor Frank M. Creser saw African incustrial 
distribution up close and prospects for American products. 


FAR WESTERNER IN THE NEAR EAST 
Seattle distributor Wallace Campbell reports on his 
Trade Mission assignment to Afghanistan and Iran. 


Foreign 


sales 


sales 


August 


. November 


November 


December 


should 1 


October 


MEETINGS 


THE CLEVELAND CONFERENCE . Se 

The first American Supply & Machinery Manufacturers’ Aesocia- 
tion Industrial Distribution Conference focused on the fight 
for world markets and the management problems of distributors. 


PT DISTRIBUTORS MEET IN CHICAGO 

The Mechanical Power Transmission Equipment Distributors’ 
Association—both distributors and manufacturers—met to talk 
over mutual responsibilities. 


NEID CONVENTION SPOTLIGHTS SALES 
The fourth annual convention of the New England Distributors’ 
Association concentrated on the theme “Sales for Survival” 


CSIDA CONVENTION . : 

Distributors and manufacturers met at the 29th annual conven- 
tion of the Central States Industrial Distributors’ Association. to 
explore the theme ‘Proper Policy Produces Profit." 


EDITORIALS 


Another Explosion 
Everybody Needs a Vacation 
Innovation 

Losing Money 

Stockless Purchasing 


SPECIAL REPORT 
CREATE NEW BUSINESS 


This article provides raw material for setting up and conducting 
“case study’ and “role playing’’ type situation case meetings, 
including actual sales interviews, detailed case information on 
an actual manufacturer (purchasing records, plant layout and 
equipment data, etc.). 

Part 1 iwéas 

Part Il 


October 
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